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-1 Sparks 


Looks certain that OPA will delay 
indefinitely the 4 percent reduction 
—~—in used car prices, scheduled to go 
into effect Jan. 10. 
. & & 


Packard Liberalizes Sales Agreement 


Non-Exclusive Parts Setup, 90-Day Termination Notice Provided; 
More *‘Permanency’ Offered; No Discount Cut Is Seen; 
Dealers Warned on Employe Draft Status 
Service equipment manufacturers 
are going for NADA’s service show 


——min a big way, reports Chairman 
ynn S. Snow. 
* 


A new liberalized sales agreement, 
embodying several departures, was an- 
nounced last week by L. W. Slack, gen- 
eral sales manager of Packard. He also 
stated that, according to present plans, 
there will be no lowering of dealer discounts. The agree- 
ments, which will run until March 31, 1947, are now in the 


Packard Dealer 
‘ Contract Runs 
To March, 1947 

== An all-aluminum automobile en- 
gine, designed and built in the re- 
search laboratories of Aluminum 
Sco. of America, is now being 
tested on the road. Saves 175 


Misleading Radio Ads 
Reflect on All Dealers 


Under the heading, “Stop This Drivel!” the Keystone Automobile 


._pounds of dead weight, it’s said. 


saedgar Hoover, 
increased 26.6 percent during the 
first six months of 1944, compared 


— 


* * # 


According to FBI Director J. 
automobile thefts 


th the first half of 1943. About 


65 percent of the thefts were com- 


mitted by youths under 21, he 


a 


baid. 


s 2s # 


Relying on You! 


In revoking Regulation M-216, 


WPB didn’t intend that dealers 
““Bshould neglect the conditioning 


work on new vehicles. Agency fig- 
ured that, with the small number of 

ew cars and trucks still available, 
it could not afford to police the regu- 


Sation and therefore is banking on 


he good business judgment of 
dealers. 


Don’t let ’em down, dealers! 
*~ ” * 


waPledges Help 


Indiana dealers have received the 


pledge of Secretary of State Rue J. 
Alexander to war on “the unethical 
policies of unlicensed, non-taxpay- 
ing curbstoners who have escaped 
apprehension by the state.” 


Alexander, calling for the assign- 


nent of two state policemen to en- 


force state laws under his jurisdic- 
tion, urged members of the Automo- 


vile Dealers Assn. of Indiana to 

help him eliminate floating titles for 

junked autos. 
* 


* 


First in Output 


On the basis of its population, 


the Detroit region of the War Pro- 
duction Board 
average of $3,800 of war supply 


is producing an 


contracts for every person in the 


state, or three times more than the 


national overall average of $1,330, 
the Detroit regional WPB office 


reveals. 


The Detroit region is eleventh in 


based on the 1940 


hands of regional managers for re-contracting the entire 
Packard dealer body. The streamlined agreement has 
these highspots: 
1 Agreements are not restricted to an individual; they 
may be signed with a co-partnership, a corporation or 
an individual. This feature is expected to provide more 
permanency for a dealership, in that a business might be 
turned over to a son or a wife. 
2 A dealer is not restricted to the exclusive use of 
Packard parts and accessories, except on warranty 
cars. “It is our intent following the war,” said Slack, “to 
make parts and accessories at a cost and quality to 
warrant dealer demand for them.” 
3 Terms of the company’s new cooperative advertising 
pool are contained in the agreement; under its provi- 
sions the company’s relative “per car” contribution is 
larger than those provided by many competitive contracts, 
Slack said. 
4 Dealer protection is covered by clauses covering a 
“Sales Area Protection Plan,” guaranteeing issuance 
of new agreements, within 60 days, in event of a governing 
distributor’s contract is ended, and providing for refunds 
on excess cars, parts, accessories, special tools and signs at 
announcement time and in event of price decreases. 
5 On contract termination, clauses provide that, except 
for immediate termination causes typical of similar 
agreements, the company may not revoke its franchise 
“without cause” and with less than 90-day notice. Previ- 
ously only a 30-day notice was required. 
6 Free services offered dealers now include detailed 
building plans for specific dealership locations, and 
installation of a standard uniform accounting system, 
except for forms and binders. 
xk 
Slack also announced that Packard 
will retain its sliding-scale retroactive 
discount plan governing car volume 
and that, according to present plans, 
there is no intention to reduce prewar 
discounts to dealers. Another feature of the new sales 
agreement is the elimination of dangling provisions from 
the body of the contract, through utilization of a “price 
schedule,” which will be issued later. 


No Reduction 


In Discounts 
Is Planned 


Club takes a healthy swat at a public nuisance in an editorial in the 
December issue of Keystone Motorist. 

“The public,” it says, “has been nauseated in recent months by a 
staccato barrage of advertising drivel let loose by a few automobile 
dealers who use the radio to drum up business for themselves but 
succeed largely in bringing discredit upon dealers as a whole. 

+ * 

“Through the cooperation of newspapers and dealer associations’ 
extravagant and misleading appeals to motorists to sell their cars 
have been eliminated in some cities, but persistent offenders still use 
the radio to broadcast stuff they couldn’t get into print. Although 
the ceiling price on used cars affects all alike, the breathless, shouted 
admonitions assailing the public ear via the radio convey the impres- 
sion that unless Mr. Motorist takes his car to Johnny Hollerloud’s 
right away, he will somehow be gypped. 

“Then, too, the radio listener is warned in most solemn terms that 
right now is the time to sell before prices for used cars start down 
the toboggan. ‘Sell today, or you'll be sorry tomorrow’ is the stock 
appeal, although it is evident to everybody that prices are not going 
to slump, because used cars are now the only vehicles available and 
will be the only ones available for many, many months. 

* ~ * 

“Conservative dealers, through trade associations, have frequently 
denounced these practices. OPA has cast a jaundiced eye on the 
scripts, looking for violations. The public has tried to close its ears 
to the incessant din. But the few continue to offend good taste and 
affront commonsense, to the detriment of the many. 

“It is neither our function nor our desire to tell radio stations how 
to run their business, but a friendly word of advice might not be 
taken amiss. It is our reasoned opinion, based on numerous comments 
we have heard, that the value of radio advertising is impaired by the 
continued use of the air by this type of automobile dealer. Legitimate 
dealers have their hands full trying to stamp out the curbstone oper- 
ators and other ‘gyps’ who are stealing their business without being 
required to fight for their collective good name in the bargain!” 


clared that he believes the new streamlined agreement will 
do much to bring this about. He pointed out that the 
Packard agreement uses a specific expiration date because 
it “eliminates confusing calculations necessitated by gen- 
eralized statements, and keeps re-contracting negotiations 
from occurring during busy end-of-the-year periods.” 

A minimum amount of legal terminology is used in 
the new agreement and its provisions are phrased in 
simple language. All like subjects are grouped under a 
common heading, to which reference is facilitated by 
subtitles and a handy table of contents. Before final 
development, the proposed agreement was submitted in 
detail for suggestions to the Packard Dealer Advisory 
Council at its last meeting. 


population, Noting that Packard has set a goal of 200,000 new 


cars during the first year of unrestricted production, 
necessitating closer factory-dealer relationship, Slack de- 


x * 


While the government’s new “produce 
or fight” edict is aimed primarily at 
those workers who quit essential work 
for non-essential jobs, auto dealers 
must make certain that their me- 
chanics’ deferment status is clear and kept up to date, if 


zensus, but first in the nation in 
the amount of war _ contracts. 
* +. + 


Who’s Scaring Who? 

A number of facets gleam in that 
statement by Glenn L. Martin be- 
fore the Economic Club of Detroit 
last week that shortly after recon- 


Dealers Warned 
On Draft Status 
Of Employes 


News in Brief 


New Tire Plants Anderson, president of the Motor 


‘version the aircraft industry again 


will be the largest industry in the 
world—a position it now holds by 


virtue of the war. 


First of all, Martin is an old auto- 


-nobile man. His father being a Ford 


WASHINGTON. — New  tire- 
making plants will be construct- 
ed in an effort to meet the 
Army’s huge demands, Hiland 
G. Batcheller, acting chairman 
of the WPB, said last week, re- 


and Equipment Manufacturers 
Assn., reported last week. (See 
Automotive News, Dec. 4.) 


Vet Aid Extended 
WASHINGTON. — President 


they are to avoid future difficulties on the draft problem. 
If present threats to end the deferments of workers 26 
to 37 years old, who shun essential jobs, do not provide 
the manpower to lick the current decline in military pro- 
duction, it is considered likely that Selective Service will 


‘distributor at the time Martin built 
his first plane in 1909, Martin used 
an engine made up of Ford parts for 
power. In the second place, the auto 
manufacturers at present make up a 
vig part of the aircraft industry and 
many have signified their intention 
to remain in the field. And third, the 
strongest hope for the speedy set- 
ting up of a nationwide network of 
1ircraft sales and service outlets— 
which will be necessary to give the 
private plane field an early impetus 
—lies with the auto dealers of 
America. 


& 


start calling in many men in the 26-to-29 age group during 
the first quarter of 1945, regardless of their present jobs. 

The “produce or fight” edict, issued by War Mobilizer 
James F. Byrnes, is taken as the signal that he is taking 
over full control of homefront problems, relegating his 
dispute-settling function to second place. In furtherance of 
this homefront function, Byrnes Wednesday named 
Thomas C. Blaisdell, formerly of WPB, to head “a small 
planning and statistical staff” to coordinate planning of 
the several agencies involved “for maximum war produc- 
tion and for the orderly transition from war to peace.” 

(Continued on Page 2, Col. 2) 


ferring to tires as the “most 
critical” of all the war programs 
at the present time. Location of 
the new plants has not been 
decided. 


Roosevelt signed last week legis- 
lation extending from 40 to 90 
days after discharge the time 
which a veteran of this war may 
apply for reemployment in his 
prewar job. 


No More Gas 

WASHINGTON.—Little change 
was seen last week for an early 
increase in gasoline for civilians, 
according to PIWC’s economics 
committee. 


‘Joker’ Deleted 


WASHINGTON. — The “inad- 
vertent” provision in the Lanhan 
Trademark Bill which posed a 
serious threat to the parts manu- 
facturing business has been de- 
leted from the measure, John W. 
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DADA Members Told: Prepare or Else... 
Auto Dealers Warned 
Of Mortality Ahead 


By Robert M. Finlay . 
Managing Editor 

DETROIT.—As rapidly as con- 
trols are relaxed after the war, in- 
dustry is going to head into the 
toughest fight in history for the 
biggest stakes in history, Walter C. 
Ayers, vice-president in charge of 
marketing for Brooke, Smith, 
Frence & Dorrance, told members 
of the Detroit Auto Dealers Assn. 
at their annual meeting Wednesday. 

In respect to the battle royal of 
postwar competition, Ayers said 
that while there are hundreds of 
national and general postwar plans, 
these are not what the auto dealer 
needs. 

The dealer, he said, should have 

his own plan, keyed to the in- 
dividual needs of his company 
so that he will be ready to take 
advantage of the big opportuni- 
ties of the postwar world and 
avoid the equally big pitfalls. 

New directors of DADA an- 
nounced at the meeting are Gil 
Michel, of Aaron DeRoy and 
Michel Sales & Service (Hudson); 
Bill Wilson, of E. M. Davis Co. 
(Packard); D. P. Dalrymple, of 
Dalrymple Motors (Ford-Mercury), 
and Harry Bonelli, manager of the 
Buick factory branch. Paul 
Graves, DADA manager, received 
a note of thanks from the 
members. 

To illustrate the dangers of the 
postwar period, Ayers recalled the 
attitude of business men after the 
last war. There will be more busi- 
ness than we can take care of, 
they were saying. There will be 
new products, offering great new 
horizons. Everything will be 
lovely. 

But of the 95 company names 
in the auto industry, 78 have dis- 
appeared, Ayers said. Tire manu- 
facturers dropped from 365 to 29. 
In radio, there were 25 producers 
in 1920. In 1928 there were 206. 
By 1941, 180 had fallen by the 
wayside. 


Used-Car Sales 
Drop Steadily 


In San Antonio 


SAN ANTONIO.—Used-car sales 
for November, as reported by the 
San Antonio Automobile Trades 
Assn., totaled 154 units, for a unit 
turnover of 41 percent and a turn- 
over value of 50 percent. There were 
392 cars on hand at the end of the 
month. 

For October, sales totaled 191 
units, for a turnover of 46 percent 
and a turnover value of 57 percent. 
There were 373 cars on hand Nov. 1. 

A review of sales for the past 
months reflects a constant decrease 
in the number of units sold, which 
dealers attribute to the ceiling price 
coupled with the black market. 


Thorndike Heads 


Dealers in Omaha 


OMAHA.—J. V. Thorndike, Thorn- 
dike Motors, was elected president 
of the Omaha Automobile Trade 
Assn. for 1945. He succeeds A. W. 
Love. 

Other officers are C. J. Campbell, 
Brandes-Campbell, vice-president; 
G. W. McIninch, McIninch Packard 
Co., secretary-treasurer; O. A. Wil- 
son, Andrew Murphy Co., N. C. 
Sample, Sample-Hart Ford Co., and 
MclIninch, directors. 


WPB Clarifies Rulings 


On Experimental Cars 

WAS GTON.—Experimen- 
tal models of passenger automo- 
biles cannot be made except 
under the restrictions of Priori- 
ties Regulation 23, the War Pro- 
duction Board said last week. 

They are not permitted to be 
made under Supplementary Gen- 
eral Limitation Order L-2-g, 
WPB pointed out, and in order 
to clear up some misunderstand- 
ing on the part of automo- 
bile manufacturers, Interpreta- 
tion No. 1 to Order L-2-g was 
issued to clarify this point. 


| 


The mortality was frightful, 
Ayers said, for industry had en- 
tered the third of these three 
phases of competition: 

1. The era of development—of 
experimentation and fight for 
public acceptance. 

2. The golden era, in which there 
is wide public acceptance, good 
prices and good profits. 

3. The battle royal, a period of 
increasing competition, price cut- 
ting and survival of the strongest. 

Bringing his story up to the 
present, Ayers said that business 
men are talking of opportunities 
ahead now just as they did after 
the last war. Tools are wearing 
out, they are saying. Transporta- 
tion is groaning under obsolescence. 
Millions of new homes are needed. 
There is demand enough to keep 
everybody working for 25 years. 
The air flivver is coming. Plastics 
offer a grand new world... New 
materials .. . New products... 
Great savings. 

Yet, he said, the period of ex- 
perimentation will be shorter this 
time because of the tremendous 
technological development during 
this war in contrast to the last. 

And the public is familiar with 
what has been going on. The 
customers are expecting great 
things—they are in a “show-me” 
frame of mind. 

Competitive energy has_ been 
dammed up during the war. It 
will be released in an irresistable 
torrent, washing away those who 
have not built strong fences. 

To build those fences, Ayers 
urged dealers to act upon these 
signals of postwar competition: 

1. The national income will be at 
new high levels. People will have 
money and credit. 

2. The public conviction that the 
cost of distribution is too high. 
Customers feel that mass selling 
has not kept up with mass produc- 
tion, that business has not in- 
creased its knowledge of mass 
marketing. Business faces a pe- 
riod of low profit margins. (In this 
regard, Ayers said that he was not 
talking about cutting dealer dis- 
counts, but rather of more efficient 
distribution practices.) 

3. Rapid changes in distribution 
methods brought about by the 
pressure for lower’ distribution 
costs. 


4. Violent fluctuations in retail 
buying geography as war-boom 
centers level off. 

5. The long-term trend of spread- 
ing the national income. For many 
years, he said, the average income 
has been rising, so that sales and 
advertising stories will have to be 
designed to get their message 
across to people of all levels. 

Those who act on these signals 
will be in on the biggest stakes in 
history, Ayers said. Those who 
fail to keep up will be on the big- 
gest casualty list in history. 


Steel Record Smashed 


With 263,000,000 Tons 

NEW YORK.—The American 
Iron and Steel Institute reported 
last week that in the first three 
years of the war the steel plants 
of the United States produced a 
record-breaking total of more 
than 263,000,000 tons of ingots and 
castings. 

That total is nearly 80 percent 
more than production in the 
three best years of the first 
World War, and exceeds by 
nearly 55 percent the maximum 
tonnage produced in any three- 
year period of peacetime. 


Show Space 
Going Fast, 
NADA Says 


WASHINGTON. — With reserva- 
tions coming in at a rapid rate, 
Lynn S. Snow, chairman of the ex- 
hibit committee for the NADA Au- 
tomotive Service Equipment Exhi- 
bition, reports that some manufac- 
turers are taking two and three 
spaces instead of the customary one. 
The show will be held from Jan. 29- 
Feb. 1 at the Stevens Hotel in Chi- 
cago. 

In forecasting that all space will 
be spoken for in advance of the 
opening, he cited a typical case illus- 
trating the enthusiasm of manufac- 
turers. 

“An official large service equip- 
ment manufacturer told us that the 
industry has long needed a show 
catering to the huge automobile 
dealer market,” he said. “He added 
that sponsors of the NADA exhibi- 
tion are to be complimented for 
staging this first show of its kind in 
history at a time when it ties in di- 
rectly with the government’s pro- 
gram of keeping automotive trans- 
portation rolling.” 

Serving with Snow on the exhibit 
committee are David E. Castles, 
Roy H. Keeling, M. J. Lanahan and 
Ben T. Wright. 

Edward L. Cleary, show manager, 
announced that his staff has been 
augmented by the addition of Charles 
W. Glaser as space manager. Glaser, 
who has been identified with large 
shows for years, is best known in 
the automotive industry as manager 
of the Home Trailer Section of the 
highly successful Chicago automo- 
bile shows. 

The time schedule for the NADA 
exhibition will be 9 a.m. to 10 p.m. 
on Jan. 29, the same opening and 
closing hours on Jan. 30 and 31, with 
a shutdown of exhibits for two hours 
in the morning and two in the after- 
noon, while the NADA convention 
is in session, and from 9:00 a.m. to 
6:00 p.m. on Feb. 1. 

Headquarters of the NADA exhi- 
bition are at 35 E. Wacker Drive, 
Suite 1310, Chicago. 


Oregon Firm Sold 
OREGON CITY, Ore.—Bob Cooke has 
announced the sale of the Bob Cooke 
Motor Co., Estacada, Ore., to Chandler 
B. Pickering. The business will be 
called Pickering Motors, with Bill Par- 
rish as shop foreman. 


Employe Draft Status 


(Continued from Page 1) 


He also appointed L. D. Tompkins, of U. S. Rubber Co. 
and former deputy rubber director, “to give particular 
emphasis to the critical shortage of tires.” 

x * 
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With the Senate Military committee 


Hurley, Heller 
Seem Assured 


Of Senate OK 


having approved, it appeared at press 
time Thursday that the entire Senate 
would okay the appointments of ex- 


Gov. Robert Hurley of Connecticut and 

Lieut. Col. Edward Heller as members of the three-man 
Surplus War Property Board. The third member, expected 
to be retiring Senate Guy Gillette of Iowa, will be nomi- 
nated as soon as he leaves the Senate, it was indicated. 
Hurley and Heller had been under severe questioning 
for several days regarding their part in the Narragansett 
Machine Co.’s failure to complete a Navy contract for 
lockers; Hurley had been in charge of production while 
Heller worked on allocating materials to the firm. Hurley 
said he thought the new surplus board should try to 
return to the U. S. Treasury the “maximum amount from 
surplus sales without disturbing the economy of the 


country.” 


“It is not my idea, 


he told the committee, 


“that the board should be simply a sales agency. The 
decisions of the board will affect our economy for years 


to come.” 


Surplus Sale Outlined 


DIGEST EDITIO 
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General Procedure Followed Throughout 
Country Is Set Forth 


WASHINGTON. — To help auto 
dealers understand the method of 
sale of surplus governmental ve- 
hicles by Treasury Procurement, the 
National Automobile Dealers Assn. 
has prepared an outline of the pro- 
cedure generally followed through- 
out the country. Slight variations 
may exist in some areas. 


It will be seen from the outline 
that the dealer holding letters 
of recommendation or certificates, 
which farmers and _ industrialists 
may obtain to buy needed trucks, is 
in a preferred position at surplus 
sales. 


A farmer may obtain a certificate, 
stating that he has need of a truck 
and giving the type required, from 
a county AAA office. Business men 
may obtain a similar letter of certif- 
ication from ODT, WPB, Forestry 
Service or Petroleum Administra- 
tion for War. 


The procedure outline follows: 

l. All dealers will be required to 
register their name with the U. S. 
Treasury Department, Procurement 
division representative at the site of 
the sale. Time of registration will be 
as specified in the attached schedule. 
Each dealer will be assigned a num- 
ber at the time of the registration 
and a ticket bearing his number will 
be given to him. The number on this 
ticket will be filled in by the dealer 
on each bid card submitted by the 
dealer. 


2. Dealers who present letters of 
recommendation from an interested 
government agency will be given 
first opportunity to negotiate sales 
at ceiling prices for the trucks cov- 
ered by such recommendations. 
Users need not accompany the deal- 
ers but dealers must have in their 
possession and surrender to the gov- 
ernment representative the letters 
of recommendation involved. 


3. No dealer will be permitted to 
purchase more than five trucks at 
each sale on letters of reeommenda- 
tion or certificates regardless of the 
number of certificates or letters of 
recommendation he may have in his 
possession. Letters of recommenda- 
tion will not be considered in con- 
nection with the sale of passenger- 
carrying vehicles or motorcycles. 

All letters must specify the type 
or types of trucks required by the 
user named therein and such let- 
ters must be surrendered to the gov- 
ernment representative in duplicate. 
The copy will be endorsed by the 
procurement division to show the 
name and address of the dealer 
making the purchase and said copy 
will be forwarded to the government 
agency making the recommendation 
so that the recommending agency 
may initiate such action as it may 
deem appropriate to control the sub- 
sequent resale of vehicles purchased 
by dealers under letters of recom- 
mendation. 

The order in which dealers’ re- 
quests will be given consideration 
shall be established by a process of 
drawing bid cards from the appro- 
priate receptacle. Each type of truck 
will be sold separately and dealers 
with letters of recommendation cov- 
ering the particular type of truck 
being sold will be allowed preferen- 
tial selection for sales at the dealer- 
user level. 

Each dealer will be allowed to pur- 
chase one truck only until a rotation 
of all dealers holding letters of rec- 
ommendation for the type of truck 
being offered is completed. The ro- 
tation will be repeated until all 
requests have been satisfied up to a 
limit of five trucks to each dealer or 
until all ceiling price trucks of the 
type desired have been sold. This 
procedure will be repeated for each 
type of truck for which letters of 
recommendation will be considered. 
After the essential users’ require- 
ments have thus been satisfied, the 
remaining vehicles will be sold in 
the manner set forth below. 

4. A disinterested person will 
draw numbers one at a time from 
the general receptacle to establish 
the order in which dealers’ offers to 
purchase vehicles at ceiling prices 
without letters of recommendation 
will be considered. In the order thus 
established, dealers will be allowed 
to purchase one vehicle or unit of 
equipment, such as a truck, tractor 
or trailer. The rotation will con- 
tinue until all ceiling price vehicles 
have been sold. The remaining 


trucks, if any, will then be offered on 
a competitive bid basis. 


5. Dealers may bid unit prices be- 
low the established ceiling prices on 
any or all of the unsold vehicles. 
Cards will be furnished dealers for 
the purpose of submitting bids and 
an individual card will be used for 
each vehicle. The completed card 
will show the identifying item num- 
ber on the equipment involved, th 
amount bid, the dealer’s identifica- 
tion number, and the name and ad- 
dress of the bidder. The procur 
ment representative in charge of the 
sales will establish and announce the 
time to be allowed for filing the 
bids. 

All bids must be placed in the re 
ceptacle provided by this govern- 
ment representative by the time 
fixed as above mentioned. The card 
will then be assorted by item num- 
bers for the purpose of determining 
the high bidder on each item. 


Awards will be made in accordance 
with the high bid on each item pro 
vided the amount thereof is con- 
sidered reasonable by the govern- 
ment officials conducting the sale. 
No limitation will be placed on the 
number of units that will be sold to 
a single dealer at below ceiling 
prices. The ‘government reserves the 
right, however, to reject any or al 
offers. In the case of tie bids, award 
will be decided by lot. 


Heberling Named © 
Assistant Chief 
Of Plymouth Sales 


DETROIT.—Appointment of H. B. 
Heberling, formerly staff executive 
of Plymouth, as assistant genera 
sales manager, was announced last 
week by Joseph E. Bayne, Plymouth 
general sales manager. 


Heberling’s appointment raises 
the number of assistant geners 
sales managers at Plymouth to two, 
R. C. Somerville having recently, 
been promoted to that position. He- 
berling will specialize in advertising 
and sales promotion work, Somer. 
ville in supervision of field organiza- 
tion. 

Since 1942, Heberling has been the 
management representative, under 
Vice-President and General Works 
Manager A. H. Paterson, on the 
Plymouth labor-management com- 
mittee. 

Heberling, who has spent his en- 
tire business career in the automo- 
bile industry, was first employed by@ 
Chrysler Corp. in 1935 as a used-car 
representative for the Chrysler divi- 
sion. 


Buick Promotes 


Hardenbrook 


FLINT.—Harlow H.Curtice, Buick 
general manager, announced last 
week appointment of Harold 
Hardenbrook as general works en- 
gineer for all Buick plants, succeed- 
ing Frank Elwell, who has an 
nounced his plans to retire. 


Since the Fall of 1940, when Buic 
launched its Pratt & Whitney air- 
craft engine program, Hardenbrook 
has been works engineer at the 
Buick Melrose Park plant and has 
directed the plant engineering and 
maintenance operations at tha 
Buick division throughout its early 
development and the war period 


Prior to that he was assistant works® 
engineer at Flint, a post to which 
he was appointed in 1934. He joined 
Buick as an electrician in the foun- 
dry in 1917. Elwell is a veteran of 
General Motors, having joined the 
Delco Division as plant engineer in 
1916. 


Williamson Is Host 


At San Antonio Fete 

SAN ANTONIO, Tex.—W. A. Wil- 
liamson, vice-president and genere 
manager of the Texas Automotiv 
Dealers Assn., and a member of the 
Texas House of Representatives, wa 
host at a dinner given here las 
week in honor of Claude Gilbert, of 
Kerrville, who will become speake 
of the house at the next session. 


It takes a strong fish to swim agains 
the current, and a good dealer t 
stay in business now! 
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This Tax Deduction 


Send $75 Today for a year’s subscription 
TO 


THE STOKES DEALER TAX 
PUBLICATION SERVICE 


YOU WILL RECEIVE IMMEDIATELY BY RETURN 
MAIL OUR NEWEST SPECIAL BULLETIN 
i 
SUGGESTIONS 
FOR DEALERS” 


MAIL THIS COUPON TODAY 


AUTOMOTIVE TAX PUBLISHERS 
611 Stephenson Building 

Boulevard at Cass Ave. 

Detroit 2, Michigan 


TAX SAVING 


Enter My Order for a Year’s Subscription to the 


STOKES DEALER TAX SERVICE 


Send me immediately by the fastest return mail special bulletin 


“30 TAX SAVING SUGGESTIONS 
FOR DEALERS” 


IN ADDITION TO THE ABOVE | AM ALSO TO 
RECEIVE THE FOLLOWING BULLETINS: 


Husband and Wife Partnerships 
Debunking Tax Evasion 

Estate Taxes for Automobile Dealers 
The Tax Examiner and Wage Violations 
Famous Tax Fraud Cases 

Carry-Back Information (tax refunds) 


My year’s subscription to the STOKES TAX PUB- 
LICATION SERVICE is to INCLUDE the FOLLOWING: 


Executive Tax Manual for Dealer’s Own Personal 
Use. 

Stokes Tax Manual for Accounting Department. 
24 issues Dealer Tax Bulletin. 

12 issues Monthly Tax Calendar. 

All Special Bulletins for next 12 months. 


Line by Line Instructions for Preparing U. S. In- 
come Tax Returns for Corporations, Partnerships 
and Proprietorships. 


MY CHECK FOR ‘75°° IS ENCLOSED. 
Send Everything To: 


NAME OF 
COMPANY 


STREET 
ADDRESS 


CITY, ZONE 
and STATE 


Gen. Mgr. President Accountant Treasurer 


with your 


unopen 
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HELP WANTED 


MAMAGER for large dealership, located 
large Indiana city. Excellent proposition. 
Give qualifications and references in 
your reply. Box 821, c/o Automotive 
News, Detroit 2. 


SERVICE MANAGER: Top flight, expert- 
enced, with proven record. Must have 
executive ability, able to take complete 
charge of service department of large 
Buick dealership in West Virginia. 
Salary and bonus above average. Box 
818, c/o Automotive News, Detroit 2. 


PARTS MAN—Experienced, for Chevrolet 
dealership. Good position for right man. 
MOODY CHEVROLET COMPANY, 1151 
Niedringhaus Ave., Granite City, IIli- 
nois. 


ONE EXPERIENCED FORD MOTOR RE- 
BUILDER. Can make from $75-$100 a 
week. Call or write Sam Murray, Ford 
Dealer with Engine Rebuilding Depart- 
ment, 1917 Biscayne Blvd., Miami 36, 
Fla, Tel. 9-2757. 


TWO EXPERIENCED FORD MECHAN- 
ICS with tools who contemplate com- 
ing south for winter. Can make from 
$75-$100 a week. Call or write Sam Mur- 
ray, Ford Dealer, 1917 Biscayne Blvd., 
Miami, 36, Florida. Tel. 9-2757. 


WANTED 


Man with knowledge of accounting to 
serve as office manager for branch of large 
auto manufacturer. Liberal salary and 
good future. 


Box 832, c/o Automotive News, 
Detroit 2. 


AUTOMOBILE BODY ENGINEER avail- 
able Jan. 1, 1945. Thorough knowledge of 
design, clay modeling, mockup and pro- 
duction methods. Box 817, c/o Automo- 
tive News, Detroit 2. 


EXPERIENCED 
ABLE January 
perience GMC 
desired. Pacific 
829, 


MANAGER AVAIL- 
16th. Many years ex- 
products. Partnership 
Coast preferred. Box 
c/o Automotive News, Detroit 2. 


POSITION WANTED. MANAGER 25 
years executive experience automobile 
sales and service. Available January 1. 
Would prefer G. M. west of Mississippi; 
however, willing to go anywhere for 
permanent position. Address Box 830, 
c/g¢ Automotive News, Detroit 2. 


PARTNERSHIP WANTED 


CHEVROLET PREFERRED—Want to 
contact dealer who needs active, de- 
pendable partner. Have had 15 years 
successful managerial experience, in- 
cluding appraising and sales manage- 
ment. Well liked by personnel and cus- 
tomers. Box 826, c/o Automotive News, 
Detroit 2. 


SOUTHERN DEALERSHIP desirous of 
managerial partner fifteen years execu- 
tive automotive retail experience busi- 
ness management. Age forty. Adequate 
references available upon request. Sal- 
ary optional, preferably drawing with 
adjustment of profits annually. Box 831, 
c/o Automotive News, Detroit 2. 


EQUIPMENT FOR SALE 


TOW CRANE, new original crate. Sold 
for $180, will sacrifice for $100. Box 823, 
c/o Automotive News, Detroit 2. 


HANDIEST TOOL IN SHOP. Hub cap 
remover. Prevents battering of hub caps. 
Price $1.25 prepaid within U.S.A. 
WAYNE TOOL CO., Rochelle, Il. 


EQUIPMENT WANTED 


4 POST AUTOMOBILE LIFT. State make, 
age, condition and price in reply. Leo 
Grabski, 6872 Broadway, Cleveland, 
Ohio. 


|AUCTION 


BEN FISHEL AUTOMOBILE 
AUCTION COMPANY 


at 10:30 a.m. 
Every Tuesday — Rain or Shine 


Used Cars and Trucks On Hand 
At All Times 


FOR DEALERS ONLY 


WE BUY WE SWAP WE SELL 
COME BUY COME SELL 


Phones 127-128-591 
2112-14-16 Sycamore St. 
Cairo, Il. 


AUTOMOTIVE NEWS, 5229 
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$50 REWARD. For first letter locating 
complete interior for 1942 Cadillac 61 
Sedan. J. F. Mazzei, 1101 Western Ave., 
Albany, N. Y. 


WANTED: LEFT DOOR for 1941 Nash 
Ambassador, Special Model No. 4145, 
Business Coupe and garnish molding for 
same door. Reply via airmail letter to 
Balboa Oldsmobile, 1521 East Broad- 
way, San Diego 2, California. 


CENTER GRILLE FOR CADILLAC 1939, 
series 61, new or used. One that can be 
repaired or patched up. Carmichael 
Motor Corp., 216 N. 6th St., Clarksburg, 
W. Va. 

COMPLETE REAR END 36-40 Buick in- 


cluding drive shaft and housing. Bra- 
shear Motors, Kingsport, Tenn 


USED CARS WANTED 


SEVEN 
fives; 


PASSENGERS, 
cars must be 


limousines, 
clean. 


large 
Prices 


reasonable. McCLINTOCK - CADILLAC, 


Lansing, Mich. 


I WILL PURCHASE part or complete 
used car inventories. Call, write or 
wire Stephenson-Wilson, Inc., Durham, 
N. C. 


AUTO DEALER 25 years’ experience with 
deals up to 850 cars wants large auto 
agency west or southwest. Past record 
should satisfy manufacturer. $250,000 
to invest. Will devote full time to busi- 
ness—no other interests, Replies so- 
licited from dealers or manufacturers 
and will be kept confidential. Box 827, 
c/o Automotive News, Detroit 2. 


TRUCES WANTED 
INTERNATIONAL DEALER will pay 


truck. Bickelhaupt Motor Co., Clinton, 
Iowa. 


FORD DEALER WILL PURCHASE any 
amount 1944 Ford trucks less 5%. In- 
quiries from dealers within radius of 300 
miles from New York solicited. Lasky 
Motor @ar Corporation, 90 Montrose 
Ave., Brooklyn, N. Y. 


HAVE PLENTY OF CUSTOMERS with 
certificates for new Dodge trucks. Will 
handle for small brokerage fee. Wire 
or phone Mitchell & Cassell, Inc., 3-3731 
Peoria, Illinois. 


DODGE DIRECT DEALER will buy any 


quantity new 1944 Dodge trucks on 
profit sharing or bonus basis, fob fac- 
tory or your city. Write, wire or phone 
collect, ZEDER MOTOR SALES, Bay 
City, Michigan. 


TRUCES FOR SALE 


WALTERS SNOW PLOW complete with all 


bydraulic equipment and controls. Has 
Heil dump-body with twin hoists. 10:50 
x 20 tires, all in perfect condition. For 
information, call or write MOSBY-MACK 
MOTOR CO., Ford dealers, Topeka, 
Kansas. 


FOR SALE: HEAVY DUTY % ton Dodge, 


4-wheel drive Army Trucks equipped with 
two ton 2-speed winch (with brake), 
crane and 45 feet of steel cable with 
hook. 7:50 x 16 mud grip tires. Fast, 
economical, tremendous pulling power. 
Limited number. For full details, write 
DRAPER CHEVROLET COMPANY, 
Saginaw, Michigan. 


FOR SALE—1936 Autocar, cab-over-engine 
tractor with 28-foot van body complete 
on drop frame. Equipped with air 
brakes, all running lights, 5th wheel, and 
A-1 tires, in perfect condition throughout. 
COMMUNITY MOTORS, 505-507 South 

.» LaCrosse, Wisconsin. 


HAVE NEW 1944 Dodge C.O.E. truck 
L.W.B. model WFM38. Will trade for 
other model new 1944 Dodge truck. 

Zeder Motor Sales, Inc., 621 No. Water 


S8t., Bay City, Michigan. 


10 TOW CHIEF WRECKERS. Fit any % 
or 1 ton pickup. New, in crates. List 
$157.50. Sell for $100.00 FOB St. Louis, 
Mo. Truck Equipment Co., 511 No, 
Channing Ave. 


BUSES FOR SALE 


FOR SALE 1939 Ford 25 passenger bus, 
excellent condition. Mercury motor, 
heavy tires. Jack Lane Chevrolet Co., 
Winfield, Kansas. 


BUSES WANTED 


NEW DODGE SCHOOL 
bus chassis. Write complete information 
A. W. Boettcher Co., 454 East Fordham 
Rd., Bronx, New York. 


NEW CARS WANTED 


WE HAVE CUSTOMERS wanting new 
cars with used cars to trade. We will 
handle all details and buy the trade-ins. 
Need two carloads, prefer Fords, Mer- 
cury or Chevrolet Fordors, Tudors, Pick- 
ups. Bank references furnished. MOTOR 
COMPANY, Longview, Texas. 


AVE., 


BUS or Dodge | 


signed ‘Box No 
this re 


eh eae 


DETROIT 2, MICH. 


FOR SALE 

1940 Chevrolet Tractor (like 
new). 

1939 Trailer (to carry 4 pass. 
cars). 

Good Rubber. Perfect condition. 

Tom Rice 

U. S. BEST TRUCK SALES 


50 Fourth Avenue 
Brooklyn, N. Y. 


USED CARS FOR SALE 


FIFTY 1942 PACKARD TAXICABS, Re- 
conditioned, Below ceiling. Wire. Con- 
solidated Equipment Co., 420 Lexington 
Ave., New York City. 


CHRYSLER ‘41 and ‘40 Crown Impertal 
Sedans, 8 pass. original, all details, very 
clean low mileage cars. The pair $400 
below ceiling. F-E-L-Z, 1132 Diversey 
Bivd., Chicago. 


PARTS FOR SALE 


NOTICE—We have 1942 CHEVROLET 
PARTS: Doors, Trunk Lids, Upholstery, 
Hardware and Glass, 40% to 60% off 
list. Write for free complete price list. 
Cooper-Lewis Co., Inc., 238 Broadway, 
Revere 51, Mass. 


CRANKSHAFT Grinding & Metallizing. 
JOHN P. HUGHES MOTOR CoO., INC., 
801 Commerce 8t., Lynchburg, Virginia. 


NEON SIGN — ‘‘DODGE-PLYMOUTH.” 
Porcelain horizontal sign with 8 and 6 
inch letters. $250. Glenn Walraven, 
Marion, Qhio. 


ACCESSORIES FOR SALE 


200 $25.00. MASTER—hot water heat- 
ers 


Hudson 
Distributor 


Reorganizing for Post- 
war Business. 

Openings to be filled— 
Parts Counter Man— 
Mgr. 

Parts Clerk and Shipper. 
Shop Service Clerk and 
Cashier (lady) 
Territory Salesman — 
one who is aggressive in 
closing new dealer ac- 
counts. 

Experienced Auto Me- 
chanics, excellent fu- 
ture, top salary. 

All positions perma- 
nent, assuring post-war 
security with reliable 
company, large East 
Coast City. 

Hudson experience for 
above positions very es- 
sential—but not abso- 
lutely necessary. Write 
Box 828, c/o Automo- 
tive News, Detroit 2, 
giving history of your 
experience. 
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Unenforceable? |Reflectors Made 


‘Packaged Repairs’ 


Dealers Face Real Challenge, Payton Says; 
PATA Reelects All Officers 


PHILADELPHIA. — Automobile 
dealers must prepare immediately 
to meet the challenge—posed espe- 
cially by large oil companies—of 
“packaged repairs” and on-the-spot 
service, Edward Payton, manag- 
ment consultant, declared last week 
at the annual banquet and election 
meeting of the Philadelphia Auto- 
mobile Trade Assn. 

The trade, he said, is approach- 
ing the time when it changes from 
a special to a_ utility status. 
“Pioneer merchants,” he __ said, 
“have always struggled to main- 
tain their specialty status instead 
of recognizing the ~ inevitable. 
Those who refuse to change have 
always lost, while those who 
recognize what is coming have 
prospered beyond the ones who in- 
sist on retaining their specialty 
status.” 

Payton’s address was part 
of a program that included the 
reelection of PATA officers and 
directors. Renamed were M. H. 
Bury, president; R. R. Sonne- 
born, vice-president; R. E. Nit- 
tinger, treasurer, and E. J. 
Ronan, secretary. Directors re- 
elected were W. S. Townsend, T. 
P. Lowry jr., and W. L. Greer. 
Detailing the methods of certain 
companies which haved moved into 
the auto service field on a big 
scale, Payton said their repre- 
sentatives approach giant defense 
plants with persuasive arguments 
about saving man-hours by condi- 


Bendix Products 
Shifts Kreuser 
And Butterfield 


SOUTH BEND.—Re-alignment of 
sales and service personnel in an- 
ticipation of expanded postwar serv- 
ices was announced last week by 
Allan C. Chambers, director of auto- 
motive sales for the Benedix Prod- 
ucts division of Bendix Aviation 
Corp. 

Chambers announced the assign- 
ment of Clayton W. Butterfield to 
sales of Bendix products to the 
manufacturing industry. Appoint- 
ment of T. A. Kreuser as service 
sales manager to succeed Butter- 
field was also disclosed. 

Joining Bendix in 1932, Butterfield 
had formerly been product manager 
for brake lining and later was adver- 
tising manager and service sales 
manager. 

Kreuser also has been associated 
with the company for the past 12 
years, having served as sales man- 
ager of the division’s Chicago branch 
and also of the eastern territory. 
Early in the war he was granted a 
leave of absence to assist the gov- 
ernment in organizing procurement 
of special tank-automotive equip- 
ment for allied armies, returning to 
Bendix Products in November, 1943, 
as staff assistant to the general 
manager. 


Dealers Elect 
Hall in Milwaukee 


MILWAUKEE.—New officers of 
the Milwaukee County Automobile 
Dealers Assn. recently elected are 
A. C. Hall, president; William 
Schwartzburg, vice-president; Rob- 
ert Curran, secretary-treasurer. 

Directors chosen for one year are 
Read Widrig, Al Zembrowski, Ollie 
Krause, Arthur Ennis, G. J. Ger- 
manson, Willis Rank, Edward Wehe, 
Fred Bettis and Frank King. L. L. 
Rieselbach was retained as counsel. 


Obituaries : 


A. J. Harris, Jr. 
NEW YORK.—A. J. Harris jr., vice- 
president and regional manager of 


Commercial Credit Corp., died here 
last week. 
¢ « 6 


Leonard F. Reilly 
TOLEDO. — Leonard F. (Duke) 
Reilly, 39, board operations execu- 
tive in the Toledo OPA office and for- 
merly a partner in Reilly-Mears 
(Dodge-Plymouth), died last week. 
Mr. Reilly was a former head of the 
Toledo Automotive Trades Assn. and 
was one of Toledo’s outstanding 
athletes. 
* * * 
Theodore S. Hoff 


LOUISVILLE. — Theodore S._ Hoff, 


tioning cars while the workers are 
on duty. A telling argument is 
that which points out that days are 
lost sometimes while workers wait 
for cars to be repaired in ordinary 
service shops. 


After that, Payton asserted, they 
take space right next to the plant, 
and, in some cases, have serviced 
cars for 11 percent less than the 
average dealer’s charges. In many 
instances, he said, arrangements 
are made with the plant to deduct 
the cost of the service charges 
from the employe’s pay envelope. 


This development, he pointed out, 
has already taken a logical step 
forward. He said that on-the-spot 
repair firms were already working 
closely with several super-markets, 
servicing cars in the parking 
spaces provided by the markets 
while car owners are _ inside 
shopping. 

Discussing the “packaged re- 
pair’ situation, Payton posed this 
question for the dealers: How 
far would cars go—and how ex- 
tensively would they be used now 
—if they depended upon dealers 
for servicing? 


The answer to that, he said, is 
why packaged repairs are so 
successful. On a “packaged re- 
pair” job, he said, the actual work 
is done in a few minutes—and 
often by women. The price 
charged—lower than the average 
dealer’s—becomes not a question of 
how much time was devoted in 
servicing the car but, instead, is a 
simple transaction—a’ payment in 
exchange for an item. 


In connection with servicing, he 
quoted a big oil company official 
as saying that “We’ll get rich from 
what the dealer loses for lack of 
consideration for: his customers.” 
He warned that dealers must 
“move over to their customers’ 
side.” 

Pointing out that Army men, 
trained to change a 2,000 horse- 
power airplane engine in one 
hour, will be available after the 
war and will probably be hired 
by competing oil companies, Pay- 
ton told the dealers that high- 
speed servicing is on its way. 
He warned that “you won’t be 
able to charge on the basis of 
eight hours for changing motors.” 

Turning to rationing, Payton de- 
clared that rationing would be 
more equitable if OPA officials got 
from behind their desks and went 
into the field to examine the use 
of cars and trucks. The greatest 
significance of vehicles, he said, 
lies in their use—“not in their 
chrome plate.” 


“PLEASE BE ADVISED THAT New 
Truck is sold. Thanks a _ million, 
will use your service again if neces- 
sary.” Steiner, Pandora 
Garage, Pandora, Ohio. 

Want Ad Dept., inside back cover 


Acquittal in Individual Sale 


Puzzles Ala. Dealers 
BIRMINGHAM, Ala.—Is the OPA 
price ceiling on used cars enforce- 
able so far as individual to indi- 
vidual sales are concerned? 


That is the question Alabama 
dealers raised following a recent 
case at Huntsville. 


Evidence was presented in a fed- 
eral court trial by the OPA to show 
that two checks passed in the sale, 
and other circumstances made it 
look like a prima facie violation of 
the ceiling price. Yet the jury re- 
turned a “not guilty” verdict. 


Hence the question arises whether 
a jury will convict an individual for 
selling his car above ceiling price if 
he can get somebody willing to pay 
the price. 


Rebate Boost 


On Gas Levy 
Weighed in Pa. 


HARRISBURG, Pa.—A plan to 
ease the burden on real estate tax- 
payers by rebating to municipalities 
a greater portion of the state’s four- 
cent gasoline tax is being considered 
by Gov. Edward Martin, it is re- 
ported here. 

It was indicated at the same time 
that the 1945 Pennsylvania legisla- 
ture, which convenes Jan. 2, would 
not be asked to reduce any taxes. 

Although Gov. Martin held out the 
possibility of a cut in the gasoline 
levy, it appeared that if he suggested 
elimination of a one-cent-per-gallon 
tax for emergency relief purposes, 
he would promptly urge re-enact- 
ment of the impost for roadbuildnig 
or additional reimbursement to po- 
litical subdivisions. 

“It would look as if there would 
not be any opportunity to cut taxes 
except for gasoline, and we have 
not gone far enough to make a de- 
termination on that matter,” Gov. 
Martin said. 

“We anticipate that revenues will 
be greatly decreased in the next 
biennium. Renegotiation of war con- 
tracts indicates that many corpora- 
tions may have overpaid on state 
taxes.” 

Pennsylvania municipalities now 
get a rebate of a half-cent on the 
state gasoline tax collected within 
their boundaries. A further rebate 
of one cent would triple their re- 
turn. Although the gasoline revenue 
has diminished since rationing, the 
state collected approximately $12,- 
000,000 last year on the one-cent 
emergency levy. 


Seek Holiday Shift 

VANCOUVER, B. C.—Automobile re- 
pair garages, garage operators and em- 
ployes in Prince Rupert, B. C., are 
seeking to have the weekly half holi- 
day changed from Thursday to Satur- 
day. It is pointed out that retail stores 
close on Thursday afternoon and wish 
to have their delivery trucks serviced 
at that time, which makes it difficult for 
garage men to observe their half holi- 
day on the same day as the stores. 


RFC Plans Vast Chain 
Of Surplus Warehouses 


NEW YORK.—A vast chain of 
warehouses will be erected at key 
points throughout the nation by the 
Reconstruction Finance Corp. as a 
major step in carrying out what has 
been described as “the greatest mer- 
chandising job on record,” involving 
billions of dollars’ worth of surplus 
war goods, equipment and property. 

This was disclosed here by W. C. 
Costello, special assistant to Jesse 
Jones, head of the RFC, who said 
that through its subsidiary, the De- 
fense Plant Corp., the RFC planned 
to start immediately on such a con- 
struction program to provide stor- 
age space for commodities and ma- 
chinery that already are beginning 
to pile up, and alsoto serve as “show- 
rooms” where prospective buyers 
may examine the goods. 

While here to confer with RFC 
and DPC executives of the Second 
Federal Reserve District on surplus 
disposal and warehousing plans, Cos- 
tello explained that the new build- 
ings were a necessary part of this 
work because of the present short- 
age of storage facilities in the war 
centers. 

Involving “many millions” in the 
New York district alone, the con- 


ters to handle surpluses in New 
York, the northern half of New Jer- 
sey and lower Connecticut. The cen- 
ters will provide the pattern for 
many others to be erected through- 
out the country, DPC said. 


It was announced that DPC al- 
ready has leased the old Westches- 
ter yards of the New York, New 
Haven and Hartford Railroad, con- 
sisting of 40 acres which were de- 
veloped for use in the last war, and 
would open bids Dec. 11 for con- 
struction of the first four big heavy 
warehouse buildings to go up there. 
Many other units will be constructed 
on that site later, it was revealed. 


DPC, it was further disclosed, 
will take the old Depew yards of 
the New York Central at Buffalo, 
consisting of 50 acres, where an- 
other vast supply of equipment will 
be assembled, stored and exhibited. 
A somewhat smaller disposal center 
will be developed at Syracuse. 

As part of the program the War 
Department has awarded contracts 
of more than $1,000,000 for storage 
facilities near Jersey City, Newark 
and Linden, N. J. The Linden proj- 
ect, it was said, will be the largest 


52, zone manager at Louisville for | struction program calls for the crea- | of all when the final group of build- 


Chevrolet since 
cently. 


1937, died here re- | 


tion of at least seven disposal cen- 


ings is completed. 


By Chrysler Cast 
Beam 20 Miles 


DETROIT.—Reflectors for Navy 
searchlights, so precisely cut and 
polished from a tough metal alloy 
that they are capable of throwing a 
30,000,000 candlepower beam of light 
more than 20 miles, have been pro- 
duced in large quantities by Chrys- 
ler Corp. since the war began, K. T. 
Keller, president, told stockholders 
last week in a report announcing a 
dividend of 75 cents per share. This 
cash dividend is the seventy-third 
paid in 18 years. 

By developing special machines at 
a Chrysler division plant, and ap- 
plying the company’s peacetime 
method of polishing metals by a 
process known as super-finishing, 
cost of reflectors to the government 
has been reduced 50 percent, manu- 
facturing time by 40 percent, and re- 
flectivity efficiency increased 15 per- 
cent, Keller said. 


“To reflect a beam of light some 
20 miles,” Keller’s report stated, “a 
parabolic reflector must be shaped 
and finished to such a high degree 
of accuracy that it will gather the 
maximum amount of light directed 
at it and reflect this light in con- 
centrated parallel beams.” 


“Some idea of the power developed 
with a reflector of this sort is indi- 
cated by the fact that if a 2,000 can- 
dlepower arc, which is the size gen- 
erally used in twenty-four-inch 
lights, should be placed at the focal 
point, the result would be a 30,000,- 
000 candlepower beam. That is more 
light than would be developed by the 
headlights of 300 automobiles if they 
could all be put together.” 


Ford Reports 
Dealer Mortality 
Of Only 7% 


CHICAGO.—Ford dealers com- 
pared with 1941 are only 500 fewer, 
a 7 percent mortality, Henry Ford 
II, executive vice-president of Ford 
Motor Co., stated here last week. 

With J. R. Davis, sales manager, 
Ford addressed a meeting of 300 
Chicago area dealers. The meeting 
marked the return of W. K. Ed- 
munds as manager of the Chicago 
branch, the departure of A. S. 
Hatch to a Pacific Coast post and 
a drive by the company “to regain 
top position in the industry after 
the war.” 

Ford revealed that the company 
plans to operate 15 assembly 
branches after the war, will pro- 
duce tractors in large numbers and 
will drop airplane production. 

The low-priced postwar Ford car 
will be 20 to 25 percent less in 
price than regular models, he de- 
clared, due to savings in weight 
and space but it will be a full-sized 
car. The extent to which aluminum 
magnesium and plastics will be 
used, he added, will be determined 
by their cost, citing reports that 
aluminum may be reduced to five 
cents a pound. 


Air Research Unit 
Transferred by GM 


DETROIT.—C. E. Wilson, presi- 
dent of General Motors, announces 
transfer to the Allison division, In- 
dianapolis, of the aircraft develop- 
ment section, directed by Don Ber- 
lin and now operating under Fisher 
Body division. The change is effec- 
tive Feb. 1, 1945. 

This transfer is being effected at 
this time in order to consolidate the 
activities of the corporation, which 
is currently engaged in the manu- 
facture of aircraft engines as repre- 
sented by Allison and the develop- 
ment of aircraft engine installations 
and associated problems as repre- 
sented by the aircraft development 
section, Wilson said. 


Dealers Organize 
In Chillicothe 


CHILLICOTHE, O.—Ross County 
Automobile Dealers Assn. was or- 
ganized here last week with Vernon 
Barrett as president, George H. 
Landrum, vice-president, and K. E. 
MacFarland, secretary-treasurer. 

Nearly every dealer in the county 
was present. A roundtable discus- 
sion followed the election at which 
dealer problems were discussed. 
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Denounce Taxes 


OMAHA.—Excessive burdens of 
taxation imposed on vehicle owners 
and the oil industry of the nation 
came in for vigorous denunciation 
in resolutions passed by the Ne- 
braska Petroleum Marketers in state 
session here last week. At the same 
time they elected O. J. Shaw, of Lin- 
coln, president; Carl Swanson, of 
Gothenburg, first vice-president; 
Allen Davisen, of Beatrice, second 
vice-president; J. W. Trenchard, of 
Holdrege, and L. L. Snyder, of Blair, 
directors. 

The delegates opposed rate in- , 
creases in old-age insurance; de- 
nounced the Anglo-American oil 
agreement; urged Congress to repeal 
existing excise taxes on gasoline, 
lubricating oils, motor vehicles, tires, 
tubes, parts and accessories, for the 
reason that “motor vehicle owners 
are the most heavily taxed group in 
the nation.” 

Delegates also asked for the ex- 
emption of tractor fuel from taxa- 
tion; removal of federal taxes on 
gasoline and fuel oils; decentraliza- 
tion of the OPA and expansion of 
the duties of the Industry Advisory 
Committee. A resolution of thanks 
was passed commending members 
of the industry holding unpaid war 
jobs. 

R. E. Fitzgerald, Chicago, Chief of 
the facilities division of the Pe- 
troleum Administration for War in , 
an address, said a super-fuel already 
is at hand. 

“As soon as military authorities 
give the green light,” he asserted, 
“this product can be produced in re- 
quired quantities. Compared with 
the 100 octane gasoline now in use, 
the new super-fuel will give our 
planes greater cruising range and 
‘full throttle’ performance.” 

He also said there was little hope 
of an increased gasoline supply for 
civilians when Germany is defeated. 
He predicted military demands 
would increase when the air forces 
are poised for an all-out attack on 
Japan. 


Studebaker Gets 
Star for E Flag 


SOUTH BEND, Ind. — Stude- 
baker’s Automotive division, which 
produces in volume heavy-duty, mul- 
tiple-drive military trucks and the 
versatile tracked carrier, the Weasel, 
this week added a star to its Army- 
Navy E flag. 

The award, said a letter from 
Robert P. Patterson, undersecretary 
of war, symbolizes “continued high 
production standards.” 
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